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report to the 


STOCKHOLDERS 

for the year 1950 

the annual meeting 

of the stockholders will be held on March 27, 1951. 

A formal notice of this meeting, together with proxy and proxy statements, 
will be mailed to each stockholder on or about February 23, 1951, 
at which time proxies will be solicited by the management. 

The information herein contained is published solely for the benefit of the 
company’s stockholders. No statement in this booklet is made for the purpose 
of inducing the purchase of securities issued by the company. 
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to Dr. Pepper stockholders 


Dallas, Texas 
February 21, 1951 

Information of interest concerning your Company’s activities and financial position for the year of 
1950 is included in this Annual Report. 

Although the carbonated beverage industry operated under extraordinary conditions during 1950, we 
are pleased to report that your Company had an increase in net sales of 8% for the year. 

Consolidated earnings of Dr. Pepper Company and its subsidiaries, before taxes, were $1.52 per 
share for 1950 compared to $1.38 per share in 1949. Net earnings after taxes were 86tf per share compared 
to 87^ per share the previous year. The strong financial condition of your Company continues to exist. 

The principal factors affecting net earnings for the year were increased taxes and increased investment 
in the expansion of bottler and fountain sales. Continued improvement in operating efficiencies has enabled 
your Company to make larger investments in expansion without materially affecting net earnings. 

The bottling subsidiaries had satisfactory increases in volume and earnings. One additional wholly- 
owned subsidiary bottling company was organized during 1950 and is operating successfully in San Angelo, 
Texas. 

To assist your Company in making Dr. Pepper more readily available through vendors in a larger 
number of locations, a wholly-owned subsidiary known as the Dr. Pepper Finance Corporation was established 
during 1950. The operation of this Company is also showing satisfactory results. 

Although it is anticipated that consumption of soft drinks will be considerably larger this year than 
in previous years, continued high costs and unsettled economic conditions continue to give your management 
considerable concern. However, the long-range outlook for profitable expansion of this industry and par¬ 
ticularly Dr. Pepper is quite favorable. 

To all employees, stockholders and bottlers your Company wishes to extend a sincere word of 
appreciation for their continued cooperation and efforts in the development of greater Dr. Pepper progress. 





President 


Chairman of the Board 














Dr. Pepper Company and Subsidi 
Consolidated Balance Shee 
as of December 31, 1950 


assets 

Current Assets: 

Cash in banks and on hand. 

U. S. Government obligations — at cost. 

Customers’ notes and accounts receivable (including $106,459.65 of conditional 


sales contracts covering vending machines sold to retail outlets). $ 462,098.50 

Less allowance for doubtful accounts. 90,654.04 

Amounts receivable from bottlers under vending machine 

conditional sales contracts (Note ”2”). 765,470.65 

Less unrealized mark-up included therein ($76,777.69) 

and allowance for repossession losses ($6,436.00). 83,213.69 

Due from officers and employees. 

Other receivables. 

Inventories — at the lower of cost or market (including vending 

machines held for resale, $446,878.08). 

Prepaid expenses. 


Customers’ Past Due Accounts Evidenced by Notes Receivable Due 

More than One Year from December 31, 1950 . 31,325.40 

Less allowance for doubtful accounts. 15,000.00 

Notes Receivable Arising from Sale of Fixed Assets. 

Investment in and Advances with Respect to Dr. Pepper de Mexico, S. A.—at cost . . . 

Other Investments — at cost: 

Cash surrender value of life insurance policies. 25,735.00 

Other investments. 11,000.00 

Property, Plant, and Equipment, less accumulated allowance for depreciation. 


$921,715.85, and customers’ deposits (on bottles and cases), $98,035.70 . . . . 

Formulae, Franchises, and Trademarks — at nominal value. 

liabilities 

Current Liabilities: 

Accounts payable — trade creditors. 

Note payable to bank — unsecured. 

Current installments due on First Mortgage Bond. 

Accrued expenses — taxes, etc. 

Federal and State income taxes. 

Notes payable to bank, secured by vending machine 

conditional sales contracts (Note ”2 ”). 


Interest on Vending Machine Conditional Sales Contracts — 

unearned at December 31, 1950 . 

First Mortgage Bond Payable (Note T”).$1,726,339.18 

Less installments due within one year from December 31, 1950 . 80,044.36 


Capital Stock (Common) — authorized 800,000 shares of no par value, 

whereof 700,000 shares issued and outstanding. 

Earned Surplus. 


a r i e s 


$ 154,378.24 

1,020,000.00 


371,444.46 


682,256.96 

9,389.45 

51,128.90 

1,630,638.50 

191,831.75 

4,111,068.26 


16,325.40 

70,000.00 

20,618.56 


36,7.35.00 


3,619,359.64 

4.00 

$7,874,110.86 


$ 152,365.57 
250,000.00 
80,044.36 
33,572.94 
461,582.12 

734,075.87 
1,711,640.86 

23,400.90 

1,646,294.82 

1,469,589.50 

3,023,184.78 

$7,874,110.86 


See accompanying notes to financial statements which are an integral part of this statement 


























































Dr. Pepper Company and Subsidiaries 
Statement of Consolidated Profit and Loss and Surplus 
for year ended December 31, 1950 


Gross Profit on Sales. $3,583,896.60 

Administrative, Marketing, and General Expenses (Note 5 ). 2,526,809.95 

Net Operating Profit. 1,057,086.65 

Miscellaneous Income. 99,393.51 

1,156,480.16 

Less Miscellaneous Charges (including interest of $61,819.95). 90,087.99 

Profit before Taxes on Income. 1,066,392.17 

Federal and State Taxes on Income. 461,582.12 

Net Profit. ^ 604,810.05 

Consolidated Earned Surplus as of December 31, 1949 . 2,838,374.73 

3,443,184.78 

Dividends Paid by Dr. Pepper Company ($.60 per share). 420,000.00 

Consolidated Earned Surplus as of December 31, 1950 . $3,023,184.78 


notes to financial statements 


1. First Mortgage Bond 

Substantially all assets of the Dr. Pepper Company, 
including its investment in wholly-owned subsidiaries 
consolidated in the foregoing balance sheet, have been 
pledged to secure the First Mortgage Bond under Trust 
Indenture dated December 22, 1947, between the Dr. 
Pepper Company and T. L. Bradford, Jr., Trustee. 

This bond is payable to Southwestern Life Insurance 
Company, Dallas, Texas, in 196 remaining monthly in¬ 
stallments of $11,599.19 each, including principal and 
interest at 3 Vl% per annum. 

2. Dr. Pepper Finance Corporation 

During the year the Dr. Pepper Company organized 
Dr. Pepper Finance Corporation as a wholly-owned sub¬ 
sidiary for the purpose of acquiring and selling vending 
machines to its franchised bottlers, including its sub¬ 
sidiary bottling companies. Sales are effected under con¬ 
ditional sales contracts requiring installment payments 
(weekly for the most part) based upon quantity of 
beverages vended through the machines. The major por¬ 
tion of these contracts require minimum monthly pay¬ 
ments designed to pay them out within 36 months. 

At December 31, 1950, $765,470.65 was receivable 
from outside bottlers and $163,540.57 was receivable 
from bottler subsidiaries of the Dr. Pepper Company. The 
contracts relating to these balances were, in large part, 
pledged to secure notes payable to bank of $734,075.87. 

The inter-company receivables of $163,540.57 have 
been eliminated against the corresponding inter-company 
liabilities in the accompanying consolidated balance 
sheet. The machines securing the inter-company receiv¬ 
ables so eliminated are represented in such balance sheet 
by assets of subsidiaries consolidated therein. These assets 
comprise, principally, accounts receivable for machines 


sold to retail outlets, inventories of machines on hand, 
and machines rented to retail outlets (Property, Plant 
and Equipment). 

Under its loan agreement with the bank, the Finance 
Corporation is obligated to remit monthly all collections 
on principal of conditional sales contracts pledged, plus 
interest at the rate of 3% per annum. Further provisions 
of the loan agreement are to the effect that remittances 
shall be sufficient to retire the bank loans over a maxi¬ 
mum period of 36 months. All loans obtained by the 
Finance Corporation under its loan agreement with the 
bank are guaranteed by the parent company. 

The gross mark-up on sales of vending machines by 
the Finance Corporation is taken into income on the 
installment basis. At December 31, 1950, unrealized 
mark-up of $76,777.69, relating to sales outside the con¬ 
solidated group, is reflected in the consolidated balance 
sheet as a deduction from the related conditional sales 
contracts receivable. In accordance with the established 
accounting policy of the bottling subsidiaries, the entire 
mark-up on sales of vending machines by such subsid¬ 
iaries is taken into income in the year of sale. 

3. Pension Plan 

The Dr. Pepper Company and its wholly-owmed 
subsidiaries have in effect a pension plan for the benefit 
of their employees. As of December 31, 1950, there was 
a remaining balance with respect to past service cost of 
$13,688.12. The companies expect to continue the plan 
indefinitely but have reserved the right to amend or 
discontinue it at any time. Costs and expenses for the 
year include payments of $50,837.11 to the Pension 
Trust Trustee with respect to current and past services 
of covered employees. 

(Continued at bottom of Page 8) 
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accou ntants 


report 


PEAT, MARWICK, MITCHELL & CO. 

ACCOUNTANTS’ REPORT 

To the Board of Directors, 

Dr. Pepper Company. 

We have examined the consolidated balance sheet of the Dr. Pepper Company and 
Subsidiaries as of December 31, 1950 and the related statement of consolidated profit and loss and 
surplus for the year then ended. Our examination was made in accordance with generally 
accepted auditing standards, and accordingly included such tests of the accounting records and such 
other auditing procedures as we considered necessary in the circumstances. 

In our opinion, the accompanying consolidated balance sheet and statement of consolidated 
profit and loss and surplus present fairly the financial position of the Dr. Pepper Company 
and Subsidiaries at December 31, 1950 and the results of their operations for the year then ended, 
in conformity with generally accepted accounting principles applied on a basis consistent 
with that of the preceding year. 

PEAT, MARWICK, MITCHELL & CO. 

Dallas, Texas 
February 2, 1951 


(Continued from Page 7) 

Notes to financial statements 

4. Contingent Liabilities 

The Company is defendant in a suit for damages in¬ 
volving cancellation of a Dr. Pepper Bottler’s License 
Agreement. The outcome of this suit, while presently not 
determinable, is not expected to have any material effect 
upon the financial position of the Company. 

The Dr. Pepper Company’s bottler subsidiaries accept 
chattel mortgage notes in payment for vending machines 
sold to retail outlets. It is the policy to discount these 


notes promptly, at banks, with recourse. At December 
31, 1950, balances unpaid on discounted notes amounted 
in the aggregate to approximately $50,000.00. 

5. Administrative, Marketing, and 
General Expenses 

Administrative, marketing, and general expenses, as 
shown in the accompanying statement of consolidated 
profit and loss and surplus, include $22,029.44 loss 
attributable to the operations of the Dr. Pepper Finance 
Corporation and an allowance of $100,581.20 for 
deterioration of advertising materials in storage. 















how we used our gross revenue in 1950 



profits, taxes on income and dividends 


Profits Before 



Taxes on 

Income 

Taxes on 

Income 

Net Profit 


Dividends 


Year 

Amount 

Per Share 

Amount 

Per Share 

Amount 

Per Share 

Amount Per Share 

1950 

$1,066,392.17 

1.52 

461,582.12 

.66 

604,810.05 

.86 

420,000.00 

.60 

1949 

969,976.95 

1.38 

357,366.57 

.51 

612,610.38 

.87 

420,000.00 

.60 

1948 

1,125,443.77 

1.61 

439,059.65 

.63 

686,384.12 

.98 

420,000.00 

.60 































condensed comparative consolidated balance sheet 


Dr. Pepper Company and Subsidiaries 


assets 


Current Assets: 

Cash and U. S. Government Securities 
Notes and Accounts Receivable . . 

Vendor Contracts Receivable . . . 

Inventories. 

Prepaid Expenses. 


Notes Receivable, due more than one year 
from date, other than vendor contracts 

Investments, Etc. 

Property, Plant and Equipment — Net . 
Idle Plant and Equipment — Net . . . 

Formulae, Franchises and Trade Marks . 


liabilities 

Current Liabilities: 

Accounts Payable and Accrued Expenses . . 

First Mortgage Bond — Current Installments . 

Provision for Taxes on Income. 

Notes Payable to Bank. 


Unearned Interest on Vendor Contracts Receivable 

First Mortgage Bond — Installments due 

subsequent to one year after date. 

Capital Stock. 

Earned Surplus . 


Dec. 31, 1950 Dec. 31, 1949 Dec. 31, 1948 


$1,174,378.24 

1,318,268.30 

1,091,860.76 

431,962.81 

522,996.68 

666,165.47 

682,256.96 

— 

— 

1,630,638.50 

752,956.36 

939,703.86 

191,831.75 

282,503.05 

267,089.19 

4,111,068.26 

2,876,724.39 

2,964,819.28 

86,325.40 

90,113.88 

— 

57,353.56 

58,325.76 

37,174.30 

3,619,359.64 

3,521,802.02 

3,562,052.18 

— 

— 

106,829.24 

4.00 

4.00 

5.00 

$7,874,110.86 

6,546,970.05 

6,670,880.00 


$ 185,938.51 
80,044.36 
461,582.12 
984,075.87 

78,004.88 

77,295.19 

357,366.57 

186,778.34 

72,811.85 

439,059.65 

1,711,640.86 

512,666.64 

698,649.84 

23,400.90 

— 

— 

1,646,294.82 

1,469,589.50 

3,023,184.78 

1,726,339.18 

1,469,589.50 

2,838,374.73 

1,856,876.31 

1,469,589.50 

2,645,764.35 

$7,874,110.86 

6,546,970.05 

6,670,880.00 


NOTE: See notes to Financial Statements which are an integral part of this statement. 























































analysis of company ownership 


no-par common stock by number of shares 


number of number of- 

shares stockholders 


1- 99 . 




• • . . 1,997 


100- 199 • 






200- 299 • 






300 - 399 • 






400 - 499 . 




.... 43 


500- 599 . 




.... 44 


600- 699 . 






700- 799 • 






800- 899 . 






900 - 999 . 




.... 5 


1,000- 1,999 • 




.... 54 


2,000 - 2,999 . 






3,000 - 3,999 . 






4,000 - 4,999 . 




. . . . 3 


5,000-9,999 • 




.... 8 


10,000- and over 




. . . . 9 


by states 







stock- 

no. of 


stock- 

no. of 

state 

holders 

shares 

state 

holders 

shares 

Alabama. 

38 

6,210 

Nebraska . . . 

.... 3 

47 

Arkansas. 

39 

3,124 

Nevada .... 

.... 1 

100 

California. 

74 

6,756 

New Hampshire . 

.... 1 

4 

Colorado. 

34 

6,150 

New Jersey . . 

.... 27 

2,460 

Connecticut. 

13 

615 

New Mexico . 

.... 18 

1,375 

Delaware. 

1 

50 

New York . 

.... 154 

44,886 

District of Columbia . . 

8 

210 

North Carolina 

.... 50 

4,329 

Florida. 

19 

1,282 

North Dakota 

.... 2 

200 

Georgia. 

21 

1,757 

Ohio .... 

.... 21 

1,488 

Idaho . 

1 

100 

Oklahoma . 

.... 70 

7,971 

Illinois. 

85 

5,307 

Pennsylvania . 

.... 47 

3,663 

Indiana. 

18 

268 

Rhode Island . 

.... 3 

417 

Iowa. 

16 

1,037 

South Carolina 

.... 25 

2,529 

Kansas. 

23 

1,339 

South Dakota . 

.... I 

10 

Kentucky. 

21 

1,546 

Tennessee . 

.... 47 

2,080 

Louisiana. 

37 

5,642 

Texas .... 

.... 1,939 

522,141 

Maine. 

1 

10 

Utah .... 

.... 3 

240 

Maryland. 

13 

845 

Virginia . . . 

.... 71 

3,879 

Massachusetts. 

19 

769 

Washington 

.... 17 

1,236 

Michigan. 

14 

1,025 

West Virginia 

.... 4 

185 

Minnesota. 

20 

1,192 

Wisconsin . . . 

.... 17 

680 

Mississippi. 

32 

1,488 

Wyoming . . . 

.... 2 

76 

Missouri. 

152 

53,078 

Mexico .... 

.... 1 

204 


J 






































































highlights of our program 


a year of planned merchandising... 



janoary-february 

The opening round in the 1950 program of Dr. Pepper 
merchandising was a special promotion aimed at the square 
dance crowd which included young and old alike. Across the 
entire country thousands were enjoying this popular pastime 
and, as a means of reaching this highly active group of people, 
a merchandising plan was introduced early in January which 
offered a popular square dance record and square dance call 
book, each at a very special price plus six Dr. Pepper bottle caps. 

Store posters and newspaper ads were the principal media 
used. The offer proved attractive and bottlers used the plan to 
increase availability and boost sales throughout their territories. 


to reach the youth market... 



march - april 

The first major merchandising promotion for 1950 was 
launched on March 1, with the main objective a bigger share 
of the youth market. Free comic books suggested greatest pos¬ 
sibilities as a tie-in promotion with Dr. Pepper and proved to 
be a good choice. As an extra incentive, twenty-eight small 
self-liquidating premiums were also offered. 

To promote the program, newspaper ads, radio and point- 
of-sale advertising, including store posters, handbills and bottle 
riders, were used. The comic book was given free with the pur¬ 
chase of a six-bottle carton of Dr. Pepper. Bottlers took advan¬ 
tage of the program to gain new drinkers and increase the size 
and number of dealer displays. Forty-five thousand premiums, 
each requiring the purchase of from six to twelve bottles of 
Dr. Pepper, were sold during the two-month campaign. 
























• • • 


for the.year 1950... 


to establish greater 


availability 


a p r i I - may 

For the months of April and May, the Dr. Pepper Company 
and its bottlers centered their efforts on the sale and placement 
of exclusive vendors. A national program in the form of a 
'Sales Magic Campaign,” gave each employee an opportunity to 
sell exclusive vendors and earn sales commissions. In addition to 
the commissions offered to employees for the sale of vendors, other handsome 
merchandise prizes were added to the incentive list. Top prizes for the 
winners in the Eastern and Western Divisions were expense-free 
trips to the 1950 World Series. 

The ' Sales Magic Campaign’’ produced excellent results. In addition to the 
many new sales outlets that were opened for Dr. Pepper, these vendors 
are continuing to do an excellent job of advertising, refrigerating 
and serving Dr. Pepper frosty cold. 







to profitably exploit the new crown... 

j u ne - j uIy 

All of the 1950 merchandising programs prior to this point helped pave the 
way for the introduction of a new Dr. Pepper bottle crown and modernized 
trademark which was scheduled for June and July. Seldom in the history of a 
product does such an opportunity present itself and every step was taken 
to gain full advantage of the situation. 

On June 1, a National Crown Collection Contest was announced to the public. The contest was designed to 
provide bottlers with every possible merchandising advantage and to focus the spotlight of national attention on 
the new crown and trademark. The Dr. Pepper Company offered 2,311 prizes, topped by a trip to Hollywood and a 
part in a movie with the nations number one box office attraction, John Wayne. (Ed. note — this prize was 
won by Joseph Goetsch, Ottawa, Illinois.) In addition, the prize list included three automobiles, motor scooters, 
bicycles, ponies, all-expense vacation trips to Canada and Mexico and numerous other items. And to make 
the contest even more attractive, bottlers offered local prizes. 

An indication of the success of the National Crown Collection Contest was noted by the sharp rise in the national 
Dr. Pepper sales curve. Thousands of people across the country participated in the contest and turned in millions 
of crowns. The extent of participation is revealed by the fact that national winners came from twenty-two states. 
















a review of 

sales and 


to build goodwill —win new drinkers... 




SA V£ THIS CARD FOR A BOOK MARK 


Joi. KM> Up A W*» tint 


A 



DR. PEPPER 


BACK TO 


SAfETV 



SCHOOL 


PROGRAM 


DOAK WALKER ZnXTZ: SAYS . 




I Got Mu lummy Ian. Poikrd (on 


M » • Metpiloi ltd lot Poo< Old Mui 
Walked With lioffu at Nit laik 


We All Mitt Old Rtiklttt Ptit 
look a lham. an a tlaptii (lieei 




Jot t Mol With Ut (loti Nit (owl| 

Mt Wooldn I 00ry Nit (afet, Pali o' 


Ikttt So Irty Rhymrt Bated on OWmal 
No tionol Safety Covnnf ft offn ft ole % 


DrPepper 


A LIFT FOR LIFE 



Sign This 

SAFETY 

PLEDGE 

Sponsored by 
Dr Pepper and 
National Safety 
Council 


CUT ON DOTTED LINE 


jl 


MEMBERSHIP CARD 

SAFETY HONOR ROLL 

THU tS TO CUT IF Y THAI 


A4 dean _ 
School 



Council koM* roltt ond I. a month.* la a*od 
tloodina .1 ik. Or t.oo*' W.it toy 




august • September 

For the August-September promotion, Dr. Pepper 
bottlers were invited to participate in a goodwill 
building program by conducting a 'back to school” 
safety campaign in their local communities. Carefully 
prepared material, based on National Safety Council 
Rules, was used to promote the idea. Special printed 
bottle riders attached to each six-bottle carton of Dr. 
Pepper sold, encouraged school children to observe 
traffic safety rules. 

In view of his wide popularity among school-age 
youngsters, arrangements were made with Doak 
Walker, All-American football star, to serve as a 
sponsor in the campaign. PTA groups, civic organiza¬ 
tions and teachers were favorably impressed and gave 
the program their endorsement and support. 

The campaign stimulated sales and created good¬ 
will for Dr. Pepper. Bottling Industry Magazine voted 
the campaign, "A public relations 'Oscar' and a credit 
to the industry.” 


to sample 



the youth 


Mrs. W. W. Henry, Dr. Pepper 
bottler's wife in Madison, 
Wisconsin (pictured below), 
served 250 little Goblins with 
frosty cold Dr. Pepper on 
Halloween night. 



market... 


October 

With October came Halloween and a merchan¬ 
dising idea for suggesting Dr. Pepper as an ideal 
"treat” for the thousands of little spooks who came 
knocking on doors all over the country. A program 
was outlined for bottlers whereby dealers gave one 
free six-bottle carton of Dr. Pepper with one pur¬ 
chased. The primary object was to sample the 
youth market and to sustain the dealer interest and 
support which had been gained from previous 
merchandising programs. Newspaper ads, point- 
of-sale signs and radio were used in the promotion. 
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merchandising activities 


to sell more 



Pepper through 


vendors 


november-december 

Throughout all of 1950 heavy emphasis was 
placed on the sale of Dr. Pepper vendors. Bottlers 
were urged to enter a long range vending pro¬ 
gram that would enable them to establish greater 
availability of Dr. Pepper. 

Automatic merchandising has definitely 
become a major phase of the soft drink business 
and the exclusive vendor is proving to be our 
most effective selling tool. It accomplishes three 
important objectives. It makes Dr. Pepper con¬ 
veniently available to the consumer, serves it 
frosty cold and the vendor is an excellent 
medium of advertising at the point of sale. Ven¬ 
dors remain on the job day and night and are 
adaptable for use in many locations. They pro¬ 
duce handsome profits for the bottler and help 
increase his sales. 



fro promote the sale 


of Dr. Pepper at fountains! 


fountain sales in '50 

Excellent progress was made by the Foun¬ 
tain Division in 1950. A considerable amount 
of research w as done on several types of foun¬ 
tain dispensing units. One of these new units 
proved particularly effective and is now being 
used in connection with a merchandising pro¬ 
gram which is producing good results. The 
addition of the new' unit provides a complete 
line of Dr. Pepper dispensers suitable for all 
types of fountain outlets. 

Another increasingly important phase of the 
Fountain Division operation is cup vending, 
which also made rapid progress last year. A 
number of new* cup vending accounts were 
established and work continues on the devel¬ 
opment of others. 




































